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Real Estate Deal Funding Essentials:

6 Proven Ways You Can Structure
Private Money Deals to Get
Lenders To Chase You!

Who Should be Reading this Powerful Report:

Real Estate Investors:

The concepts learned here will put you light years ahead of your peers when it comes to
NFAAAy3 Y2ySe FyR aALISF{Ay3a AyiaSttaasSyiate
Y2y Seéd 2N FAYIYOAYy3d 2F |ye {AYRYtofgetai KAy 33 Y
people to view you as professional and knowledgeable. Once you implement what you

learn here, you will see your ability to attract money to your deals explode.
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Current or Aspiring Money Lenders:

LGQ&a 2dzad | a GAdlf shiNgfa dvdstois and feBabdédg. YouK S a S
will learn how to structure deals for maximum profitability and minimum risk. Some

RSFf &GNHzO0GdzNB&a (F dzZAKG KSNBI fA1S aSldzade
returns if done with correct partnets

{2 tSGQa 3ISG G2 AGH

Gt NAGI 0SS az2ySe¢o L¥ @2dz KIFI@FS odzAif G dzZLd | OC
oyster. You can do any deal you want, simply by picking up your phone, calling your

LINA @1 GS t SYyRSNAES yR ISIHINRFAG S KB2ry 289 2% RNRE
how do you get to the point of having reatly-go financing for any real estate deal at

@2dzNJ FAY ISNI A LJAK 2 SQf t Gillédrepdrto 2 dzi I £ € G KI

| am going to address a topic that almost nobody else addsegsoperly and it ia
chronic, nagging problem | seesignificant number ahyreal estatefriends and
colleagues struggling witime and time againKnowing low to effectivelycraft private
lender transactions for your real estate desdsthat lendes start going after you, and
not the other way around!

The fact is,ifdinga private lendes K2 Q& gAt f Ay3 (G2 32 AYy FAYIl )
estate deals one thing, bt knowinghow to actually structure these transactions with

yourWY |l G NB &a 1xhé §réast posiold ywimwirtogetherX g St f G KI G Qa
another thing entirely.

It seems to me thamost people in the real estate game knowaybeone or twobasic
ways to structure private lendeteal$s | YR Ay Y@ thaangublelyF GIKK: I G005
@ 2dzz {0 K lkelyledving2Jdt & moneyrothe table.

LOR fA1S (G2 KSt L) &@2dz OKLI y 3 Syetieffedtive privéte o £ 1 A Y
f SYRSNJ & NUzO (i duhitfogiieat lsu@ag8ssh my ‘e gstatdzavesyirgna
development business for more than a decade now.
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Start ThinkingLike a Transaction Engineer

al @0 S hatkgréaundviréfinance and financial modeling 6 dalways jisthade
sense to meo look ateach of mydealsfrom multiple anglesnd think of as many
creative ways to approach it as possible before choosingpatieor anotherto move
forward with.

But afteralongtimeA y G KS NBI f Sa ctomeStorenlidihatiiisSvay y 2 ¢ =
of thinkingR2 Say Qi y S GaSnaterallyNdr évéryori@@s¥ & the arena as it

doesfor me. ® one thing wantto do hereis help you starthinkingmore like a

transaction engineer

A transaction engineer understands the

value of (ixcreative thinkingand (ii)
A

flexibilityin how you appoach each deal,

because well, every deal is different.
Scenario ! Scenario ce

Eachproperty hadts unique facets; the
LIE;;W STUFF

numbers,the features,the neighborhood

and locaimarket conditions, highesind
best us&X

And similarly, no two private lenders are
exactly alikeg eachhas their owrview of what an ideal returrooks like for them, and
somewill have a highr risk tolerance while others will have a lewisk tolerance.

Your best advantagis in knowinghow to work with alltypes of private money lenders

andthe best way to do this is tonderstand multiple ways you could possibly structure

your arrangement with them. This means steppingsidetred 2y S aA1 S FAG&a |
@ 2dzQ@S 06 S S yandiedrdr@ how fo gtaudtuReSind present your deals more

creatively.

LGQa y20 0GKIFIG KINRX @2dz 2dzald ySSR | FSg Wi
about to walk you through in plain English here.
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ST2NBE 2S t NPOSSRX
. ST2NB 4SS LINE OSng Raly imgorsantIh& awadt oM © (inderstand.
¢CKAa NBLR2NI Aa y20 tA1S Fyeée 20§KSNJ NBLR2NI
Y2UAQ 0A2y Lt FfdzZFF KSNBE 2NJ aFAff SNE 2dzad
DEEP into the real estate mattvolved in structuring private lending transactions.
Why?

2Sff AlGQa aAyYLX So hdiz 2F @2dzNJ FStf2g NBI
concepts. And if you take the time to really pay attention and learn these deal
structuring scenarios and oeach one may benefit you and/or your private lender,
@2dQfftf 6S FtoftS (G2 LRaAGA2Y &2dzZNASEF a |
any lender. And that, in return, wigadto virtually unlimited funding for any real

estate deal you find.

Speaking oft { (i NJzO (i daNANGSE S WiZyERY 3 @ 3his SupeR S
Easy For You

Qx

One more thing bfore we dive in

Getting your head arounsixsolidways you can structure your private lender

transactions is a big help for sure. Bumowingthen how to expresghese concepts$o

your private lender in a cleanut, intelligent and concise mannewell, i K 4 Qa | y 2 ( K
thing entirely.

In fact,| would contend thatour ability(or lack thereof}o effectivelystructure and
then present yourprivate lender proposals ira coherent,organizedwvayis something
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that can set yowategoricallyapart aseither areal proor atotal amateur in the eyes of
aprivate lender.

l Qldzt ttex LQ@OS &S Sehangekfbrdur v@stor cliedt®. Y LIX SGS 3l Y
To thisend, | have create an online tool that flaiut solves the deadtructuring andhe

WS E LIt ittd\yguk lghdef)  IsTorgdod.

In a nutshell, a few years batkreatedsome simpleuserfriendly softwarefor exactly

this purpose: To makevaluatingand structuringyour deals, and thepresenting your

RSFfa G2 @2dzNJ f SYRSNHA Rehab \AlidtgfandLIRE OS o0 8T KO K
A (cénépletelyamazing.

h@dSNJ GKS @SIENRXZ LQ@S O2yiAsgldzdrie andigigsianydA y 3 |y
marketing softwardor investors which helps you:

Calculate offers quickly

Avoid overpaying for deals

Market your deals like a pro

Sell your deals faster, for moraoney

Raise private money

Manage your rehab projects

1 Easily create comprehensive (yet cleat) deatfunding pitches

= =4 4 -4 4 -2

That last part ispeciallyjkey to our discussion here, because the professicgjabrts
you can generate foyour private lendersrenl y St &a& WLIX dz3 |y R LJX I &
allows you to besuperflexiblewith your deal structuringdepending on thescenario
andthed @ LIS 2F LINAGI UGS f SYRSNJ e2dzQft 06S LINBaS,)

You simply erdr numbers into specific fieldsvhich you can change as neeljeand it

does the math for yoinstantaneouslyh y OS @& 2 dzZQ@S RAIFIf SR Ay | RS
02 NPTt f joshodekchck avaydréi\ile most impressiyet-straightforward

LINKAR G 0SS £ SYRSNJ LINRPLIR2AlIf @&2dz2Q8S SGSN) aSSy o
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In other word€ A (0 Qul wokkihgsmalteéycnot harder.As ahighlyactive investor

and developer myself, | approached Rehab Valuator knoesagtlywhat | needed this
a2F06F NS R2 (2 7T 2dihardScensury @ entir€ydéxiblg andl) S R
comprehensive, while still ridiculously simple and easy (10 U! g

Rehc;BV;:LG?or.co m

In other words, Rehab Valuat®2 S& (G KS WKS|
and giveg/ou instant credibilitypy establishinggou as &otal
proin the eyes of your private lenders and colleagues

2 F2NJ

Z‘ ii h m
2 Valuaior
R Rehob T ANALYSIS SOFTWARE
Recenly, | opened up a yhamic,cloud-basedversion of the
software, andpeople are absolutely loving if.yjou want to
check it outyou cantest-drive thefull-feature Rehab Valuator
Premium here for just ${no strings attached) and give it a try
yourself.

Watch and Learn

So as we walk througthis togethe2z L Cbe tbucHing oé Bow you couldeverage
Rehab Valuatoto easily apply eachfdhese sixprivate lender structureso your deal in
I ayl L |, 2dzQff 6S FYFITSR G K2 aAYLX S I yR

If you have your owiRehab Valuator accoufeel free tofollow along with the
examples | presergplus, Rf f  KomestreeRsSotshroughoutthat should be
helpful.Sooné 2 dzQf £ 0 S &aniNdHENG dabtbad<sin prvate ¢apit{Dr
just follow along with your calculator!)

One final suggestior5 2 Yy Qi G NE (2 NHzaaBoutforshie damyiu. 0 KS Ay T
Take your time and reallyetit. L 0 Qa y 20 adzLJSNJ O2YLIX AOI SR> @
F2NJ GKS FANRO GAYSSES Al YAIKEG aSSy Oftdzyie |
intimidated by this. Just run back throughaitoupe of timesif you need to until it

WOTMQPl @2dz GF 1S GKS shakng Ber&ll 28 2(d&INY 0K I'H3G0 L YU
present to potential lenders like a pro no matter your level of expertise.

For those who know me and are familiar with myfst$ = & 2 dz cafe2tap much R2 y Q
for fluff. | prefer to justgive out solid proveninformation you can put to wesin your
0dzaAySaa AYYSRALFIGSteéesr yR GKIFIGQa SEI OGteée ¢

{2 tSixa 3ISG G2 Al
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The Basics: 3 Primary Typef Finaming
for Residential Real Estate Investing

Before we get into the nuts and bolts of working with private money lenders, | want to
do a quick review of (i) the types of financing that are out there, (ii) the differences
between them, (iii) and the pros armabns of each.

Once you get the clear picture of the types of financing, you will more fully understand
where private lenders best fit imnd whyll K S & @aéyIyoiarzeal estate business.

Primarily, there are 3 major types of financing for desitial investment real estate.
They are:

1. Bank Financing
2. Hard Money Lenders
3. Private Money Lenders

Are there other sources of capital? Sure! But these are the three primary ones and the
ones | will be explaining.

Please bear in mind thatwould bepracticallyimpossible for me to coververy funding
scenario forall the different types of niches in real estate investing, so for our purposes,
$SQf f DRrestEntiabreEbedt& (O Kl 0 & PebatMdanddipping Bhbld
good news is thathese same principles can bpglied to other types of deals, including
rentals.
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Type 1: Bank Financing
Wonventiona{Bank Financing

Bank financing entails two different groups. The first oneisventional lendershis
refers to entities such asannie Maend Freddie Mac

In my experienceslealing withconventional bank
lendersalmost alwaysneansexperiencingll sorts of
unnecessary hassles and painful issgespeciallyfor
investors.

CANRG 2 F naufohaliclinditkoShe Bumber df
properties that conventional lenders will allowhich is

10.L QFS KSI NR 2 Bndiorito¥twesr2 A d
fAYAGa 2F n YR mnT L I|C 1Yy26
0SOldzaS L 2itzdhése RAlgfpiymRS | « v

myself.

Thebottom line is heir guidelines are extremely strict, full of hasséexl requre a ton

of paperwork. You also mubktve a sterling creditratingaswell  yR G KS& Qf £ | f
alwaysrequireyou to sink 20930% down. Basicallii K Swaf totknow everythig

aboutyoul y R A vefy difficlttdiqiialiffand a real painoveral L ¥ & 2 dzQ@S SO
tried to go this route, you know exactly what kind of a nightmare it is.

PortfolioBank Financing

The second group under bank financingastfolio lenders Ths group includes local

community banksndcreditunionsCNR2 Y |y Ay @S a i anedgromirhtNE LIS O
difference between portfolio lenders and conventional lenders is that portfolio lenders

arefar easier to deal with.

¢ KS NBI a2y ookdies@nBrs iOdedatis&tReir loans are mostly kept in
their own portfoliorather than beingsold to the secondary marketvhichmeans they
are not subject to the strict guidelines that govern entities such as Fannie Mhe an
Freddie Mac.
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Since portfolio lenders loatieir own funds to you, thegan be much looseand flexible
with their lending guidelines, which can often creatpath ofmuch less resistance for
you to borrow from them

You still must qualify based ongome, credit, global cash flgwwnd balance sheet
These lendersften add weight to their assessment of yparsonallyandyour business
rather than just whatyour credit score and financials say on pafdrey will, however,
still examine everything youave such a your assets, other propertieand balance
sheet

Generally, these loans carry shaerm calls which means they may expect your loan to
be repaid within3, 5, or 10 years.

| presentlyhave a very largaumberof loanswith this type of lenér, which tells you

that | like portfolio lendersand tend to use them a lot. | find that the interest rates | get

from portfolio loans are much lower than what | would otherwise pay a hard or private
lenderck YR LQY | Fly 2F OKSILI Y2ySe gKSy L O

Type 2: Hard Money

Ifé 2dzZQNBE dzyl 6fS G2 ljdzZr t AFe& F2NJ SAGKSNI GKS L
another option to consider itgo with a hard money lender.

Hard money lenders are in the business of makiigherriskt 2 I y &> layths G KS& QN
business. This method of financing works great if you need money fast and for only a

short time. These lenders are very expensive, and the way they make their pgdfits i
GdzZNYyAy3 20SN) 0KSANI Y2y Se ljdzaOolted ¢&LAOoff
months, because they makeuch oftheir money onpoints

oPointg is another way of saying a certain percefithe total loan One pointis the
same as saying 186 the loan amount.

Most hard money lenders charge a 12% to 16% interestaatkas well agl to 8points

upfront{ 2 AT @2dzQNB 062NNRgAyYy3I bPmnn]l FNBY | KI
anywhere from $400to $8,000 (In some instancegpu may get them tagree to tack

your pointsonto the baclkend of the loari 2 € 2dz R2y QU Kflo@§A i @4 LI &
£t dzLJ 02 K2g (GKSe& R2 o0dzaAySaa FyR gKIG @2
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But again, this is very expensive msn If this is the route you choose to tak@u will

YySSR I @OSNER a2tAR RSIt YR I a80daNBE SEAG &
Y2Y(IK&AZ @&2dzQNE AcyuldinisexhdzinterSstratgcliaie yiolSayidtherNJ

heap of fees and poini®r even foreclose othe property.

LQOPS aSSy Ay Ylyé OFaSa ¢6KSNBE (KS KINR Y2y
GKFG AT @2dz R2y QG 3SG 2dzil 2F GKFG f2Fy AY
interest ratesuddenly skyrockets to nelgrdouble what you started out paying. These

guys are serious about keeping their money moving in and out of deals, rather than

sitting parked in a single property for an extended period.

Think aboutigc A ¥ & 2 dzQ NJB20%hndukliyed onygeizmondy, K I 1 Qa I 2Ay 3 |
into your profit margingigtime.

So my general philosophy isthisy f Saad @2dz KIS I AGNRy3I> asS
clear of hard money lenders.

Type 3: Private Money

This brings us to private money lenders,
whichis obviously our core topic here

Private lenders are often just regular people
you know orcome into conact with in your
everyday life, who happen to have cash
available that you could tap intéorthe mos  LJF NIIZ (G0 KS@QNB y20 LINE®
may not even know much about real estate investing.

When dealing in this arengipu contend with far fewer rules amggulations. The

regulations that are in placesally have moré¢o do with how yousolicitprivate money

as opposed to how yostructureyour private money dealg. K| 1 Qa NBIFff& |y
different conversation for a different time.

Private lender terms can ks flexible as you can imagindadAit anystructure you can
create(andthat you and yar private lender agree 9ris possible.

Overall my view is thaprivate money idy far the most flexible money that you will
find. Most of the time@ 2 dzQf f Yy SSR (2 LJ Hanyouokhérnd€ SNI Ay (i S
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might with a portfolio énder, butA (st & heck of a lot less cogtthan your typical
hardmoney$ Yy RSNE YR A0Q& 2dzad | 62dzi AYLIRA&AOT ¢

How It Can PlayOut in Real Life

Somow thatyou havea?2 GSNIBWASS 2F (GKS o O aA@kewe LISa 21
closer look at how you mght consider each one in a rdék deal.

[ SGQa alreée @&2dz ¢lyd (2 o0dz22>s NBKIFIOGZ 2NJ Ff AL
local community bank or credit umm. The first roadblock will be that conventional

lenders willalmostnever finance a renovation. (That is, unless you are going to be the
occupant, which you are not.)

One option will be to get aonstruction loanl actually get these from time to tinen
bigger projects. Even with these types of loans you will still need to qualify based on
income, credit, assets, and so on. Additionattyy might geta 4%7% interest rate, and
typically a 6to 12-month term after which the loan will be called (or Wibll over in
gKIFGQa OHeni) SR | YAYA

t SNE2YFffes L tA1S O2yaiuNUzOiAzy t2Fya F2N
money. However, the borrower still must be able to qualify, and the qualification
process can be pretty intense even withrffolio lenders.

A

Ory2dz OlFly 32 G2 | KINR Y2ySeé fSYyRSNI AT GKS
to have good credit, income, or assets. Hard money lendkensst alwaysook purely at

0KS RSFft® .dzii Fa L &adl 0Sgy YdNBugtheatdtb 8 = A G Qa
rehab and sell the house under the terms specified or lose the house to the lemder

possibly risk paying even higher interest rates.

tfdzaxs Ffyvy2ad Ay SOSNE AyaidlyoOoSs I KIFENR Y2y
3 YS¥2¢gRE R29y 2y UKS RSIHf o LGQa Ftvy2ald A
money financing.

The next option, of course is to consider a priviateder. The terms between you and
@2dzNJ LINRAR QDI 0S £ SYRSNJ I NBE O2YLX Sis®dte dzLd G2

You, as the borrower, receive a loan for X amount of money from the private lender in
exchange for a monthly interest payment based on X percent. In most cases, the lender
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receives a deed of trust or a mortgage on the property. There is alsomaigsory note
for the amount of the loan, promising to repay the loan after the agreed term.

You, as the investor, find the deal, rehab and flip the house, while the lender funds
SAOGKSNI Tt 2N Y2aid 2F GKS LJzNDKtbgreSent vy R
your deals to tlesepotential lenders.)

Ok! Ready to Dive Right In?

The4 Main Scenarios

Before we dive righall-in to the nitty-gritty here, it will be helpful for you tainderstand
that all sixof these pecific private lender structuresan be categorized under four
broader private lendescenarios

A: Lower LTVDebtScenario

G[ ¢ +¢ &0 I -Radue, &ndl Ndefértd tife ratio of debt compared to the value
of the property. So in this firgcenarioa lender hedges their risk by keepingedatively

f2¢6 [¢+ AYy &2dzNJ RSIf YR NBIdZANARY3I Y2NB

yours.

aa

2SQff RAAOdzad H LI2AaaArAotS LINAGFGS €t SYyRSNI aid

Structure 1:Yourlender funds 50% of botkiour acquisitiorand rehabcosts

Structure 2:Yourlender fundsyour acquisition, but not the rehab.
B: Higher LT\DebtScenario

Ly (KS a-#-A4FKISNT 320 Sy | walil@be willirg & take yitte Snbidk
risk with you and fud more of your deat which is always great if you can get it.

LQff O2@OSNIH LINAGIGS f SYyRSNJ aiNHzO0 dzNB a

Structure 3:Your lendefundseverythingwith a graight interest rate
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Structure 4:Your ender fundst all (including rollingn the closing and holding
cost9 and lets you defer any interest payment until after the property sells

C: Debt + Equit$scenario

TKS & RS quityé dcen@ioisSa little more creative, in that your lender gets paid two
different ways from the deal.

Structure 5:Yourlender funds everything, and you give théaoth (i) an interest
payment and(i) a cut of your endprofits in the deal.

D: 100% Equity Scenario

Fy Ffftex LQY 3I2AVXKITXA0NBS NI [ededvca@nBishipiodt S |
viable for sure and should definitely be counted in your arsenal of options to consider.

Structure 6:Yourlender funds everything with only a profit split.

Risk Versus Reward

Something to bear in mindit times yourlender may nofeel comfortable with taking a
large risk by fundingour entire purdiase price and renovation. Instead they may ask
you toput some of your own money into the deal allv This happens if your deal feels
particularly risky for some reason, or when ydemder simply has lower tolerance for
sk FyR GKSe& FSSt tA1S GKSANI NRa|l Olig 0SS 2
GKS 3IFLYSQ +a ¢gStto

This touches on an important point: M¥n structuring your dealshe return your

lender receives should be commensurate with the risk that he takes on

The grapthereshows how the risk/return compensatiomorksin the four lending
scenarios weeviewed You start with the lowisk, lowreturn scenaricof Low LTV Debt
As you go up the risk spectrum, your lender Ieydu a higher loan, and thmtential
return keeps going up as well.
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Equity Only

Potential Risk to Lender

Debt/Equity

High LTV Debt

Low LTV Debt Potential Return to Lender

4% 8% 12% 16%

Themainpoint here is that the more risk your lender takes@tihe more money
I KSEQNBS f SYRAY 3 & 2dz O X hkhhhigher theitdtendidl retded 2 F G K
shouldbe as well. Higher private lender risk equals higher private lender reward

This concepwill become clearer as we now progress through the 6 ways to structure
your private money deals.

Our Example Deal:

| SNBE &@mpleyleab S Qf t 0 S foNdFdSakBugtDingyscnarios:

Purchase price: $100,000
Required repairs: $37,000
Closing and holding costs: $3,000
Your total cost basis (not including financing costs): $140,000
After repair value (purchase value): $200,000

Keep in mind as we move through these examples that | am using numbers for
demonstration purposes only.
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L 2dz2OQNB o0dz22Ay3d (GKS LINRPLISNI& +ad pre: 2F GKS |
property will appraise fa (and also the price it will be marketed and soldXor A ¥ & 2 dzQ N5
selling rather than keepingifter all the repairs are made.

hyOS GKS NBLI ANEB | NB O2YLX SiSRB JourltojalRose 2 dzQ @ S
basis is 70% of the ARV. Thetves you 30% for profit margin.

Okag y2¢ fSGQa RAOGS AylG2 (GKS aAE gl ea &2dz C
Structures 1 and 2Z-ower LTV Deb%cenarios

[ SGQa aidlF Nl oe& ¢Ff]lAy3d (KNPLAERVde.S f 26S4ai
L @vallk throughtwo different ways you can structure this.

Structure 1:LenderFunds 50% oRcquisition andRehab Costs

In this scenario, the lender agrees to fund 50% ofttital cost of the project; that is,
50% of the acquisition and also 50% of tosts ofrenovation.

By the wayplease keepinmindth@ dz& & 06 SOl dzAS L QY SELX | Ay Ay =
YS I y {iddaldor youioRyour deaFrom a bottom line standpoint, this type of

arrangement is clearlgot optimal for you as the investayA sig@nerally best wheyou

R 2 yh&v@é to use your own monein the deal.But each of these scenarios is worth

taking in, because you never know when one of theaven your 29, 4" or 6" choiceg

could be the one that actually gets the deal done for you, depending on the

circumstances at hand.

Or you may start off with a e private lender at whatever terms make them feel most
comfortableat first, but thenonce youprove yourself witha deal or threeit may well
openthe doorfor better termstogether on future deals. Ofteimes, doing a deal with
terms that may not be ida can still get your foot in the door with someone you want
on your side for the longpaul. Something to think about.

Soagain, in this first structurghe lender fund$0% of the acquisition and 50% of the
rehabcost of the project, and you as the irster, are responsibléor the other half of
each plus the closing costs and holding coStse 2 dz@ iakingnterest paymentgo
your lenderduring the rehab.
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[ S ®PlGgiand Play

| SNBQa K2g (KA RehRSvalfiatotariizf fFFomthea\ltomépsige
21LISY dzLJ I dandysis. 5S¢ F2NJ

Step 1¢ Purchase Assumption®nder Step 1 justfill in the fields for youpurchase
priceandestimatedclosing andholding costs ¢ SQf t | aadzyYS | 62dzi PHZI,
costs for the deal, and arodr$1,000 in misc. holding costs, like utilities and such.

Step 2¢ Rehab BudgetUnder Step 2add yourestimated rehatcost, andf S é@sSuine
itQ f £ 3 mdnths3o complete theenovations.

R E H A B MY PROF\LE' LOGOU
VALUATOR —

HOME QUICK OFFER CALCULATOR SAVED DEALS NEW DEAL HELP ~

9Map | = Comps
Property and Personal Information W Delete
EXIT STRATEGY 1

L] FLIP ANALYSIS

3

Y

STEP (1) Purchase Assumptions 17 After-Repair Value (ARV) for FLIP ? 200,000

1 Purchase Price ’ 100000 f 18 Months to Complete Sale (After Rehab) ? 3 v

?
¥] Enter Glosing Costs [ 2,000 140,000
?
K] Enter Holding Costs | 1,000 68,500

68,500

vl

A

NN A AR N AN N A AN

4 Include Closing/Holding Costs in the loan? *

0

STEP (2) Rehab Budget 23 Total Loan Amount * 68,500 p
5 ? 24 Cash Required (over life of project) * 74,240
6 Project Rehab Period (Months) ’ 3 25 Total All-in Costs at end of Rehab * 142,740 1

26 %of ARV 1% b

L STEP (3) Short Term Financing Assumptions 27 Projected Resale Price ” 200,000 |
7 Financing Used or All-Cash? * Financing M 28 Projected Cost of Sale (% of Sale Price) ’ 7 ¢
8 Lender caps ARV or Cost of Project? ’ Cost M 29 Projected Profit (after any lender split) * _ 1
9 Max % of Cost to be financed ’ 50 30 ROI (Return on CASH invested) ’ _
10 Origination/Discount Points * 0 31 ROI (Annualized) * _ ‘
11 Other Closing Costs Paid to Lender * 0
12 Points and Closing Costs Upfront or Back-End? * Paid Upfront v :
13 Interest Rate 8 i
14 Interest Payment During Rehab? 7 Yes A
15 Split Back-End Profits with Lender? ’ No v
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Step 3¢ ShortTerm Financing Assumptionf A y OS & 2 dzQNB RSTAYA (STt &
rather than paying all cash, chooBmancingfrom the dropdown menu on line 7.

Next & 2 dzQ NJliffeReit @pfoyis for how your lender will finance your project. This is

based either on cost, on a percentage of cost, or a percentage of thel ARN& case,

your lender has agreed to fund a certain percent@s@%)of the cost{ 2 &2 dzQf f a St
Costfor line 8 and inpub0%for line 9¢ Max % of Cost to be financed

b2g¢ f SydouRldnder waitsaan 8% return on his money, and he also wants to
receive his interest in the form @honthly payments over the course of the projeSio
for Interest Ratdline 13)simplyinput the 8%,then for Interest Payment During Rehab
you selectYes Forline 15selectNo, since here will be ngorofit splitin this example.
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